G

Group membership, rewards, 7-2 to 7-4

a definite, structured, satisfying relation

with fellow members, 7-3
accomplishing an objective through group

action, 7-4

status because of the group, 7-3
status within the group, 7-3
Group unity, strive for, 7-15
Group, what is it?, 7-1 to 7-4
Groups, effective groups are potent groups,
7-8 to 7-14

H

Human behavior differs, why?, 1-4 to 1-6

a person's culture influences behavior, 1-4
a person's immediate situation influences

personal behavior, 1-4
individual differences influence behavior,
1-5 to 1-6

Illusion, perceptual, 3-1 to 3-2
Improving your perceptions, 3-8 to 3-19
ask questions that produce the facts,
3-13 to 3-15
break big questions into smaller ones,

3-14

watch your abstract questions, 3-15
watch your "why" questions, 3-13
cultivate a readiness for change, 3-13
cultivate objectivity, 3-11 to 3-13
be wary of/generalizations, 3-13
objectivity and the defense of the ego,

3-12

empathy, 3-9

judge people accurately, 3-16 to 3-19
learn to use classifications, 3-15
recognize evidence or facts, 3-9 to 3-10
facts and abstractions, 3-10
facts and opinions, 3-10

Incentives to performance, 2-8 to 2-10
dangers of manipulation, 2-9
rewards are more effective than fear, 2-9
use negative incentives with care, 2-8
what it takes to be motivated, 2-9 to 2-10
Increasing the drive to do the job, 2-6 to 2-7
Individual's relation to the group, 7-4 to 7-8
identification with the group, 7-4 to 7-6
participation in the group, 7-8
position within the group, 7-7
status because of the group, 7-7
status within the group, 7-6
Influencing human behavior, 2-1 to 2-11

basic assumptions about a person's will to
work, 2-3 to 2-4
under proper conditions, a person will

generally seek, 2-3 to 2-4
how man's basic needs influence, 2-1 to 2-2
a higher need is generated as the lower

need is satisfied, 2-1
a satisfied need ceases to influence

behavior, 2-1

man's higher needs for esteem and self-
fulfillment are never completely
satisfied, 2-2
people may behave in different ways to

satisfy the same need, 2-2
incentives to performance, 2-8 to 2-10
use negative incentives with care,

2-8 to 2-10

increasing the drive to do the job, 2-6 to 2-7
individual's needs on the job, 2-3

many of the worker's survival and
security needs are met on the job,
2-3

needs for esteem, status, and self-
growth motivate a worker's
behavior, 2-3

leader looks beyond a person's overt be-
havior to determine the basic need, 2-2
recognize a person's needs for esteem and
self growth, 2-7 to 2-8

enrich a person's job, 2-7 to 2-8
why a leader values a motivated worker,

2-11

will to work comes from within, 2-4 to 2-6
external work factors prevent some

worker dissatisfaction, 2-4
job content can provide worker satis-
faction and motivation, 2-5 to 2-6
Intense motivation, 4-13 to 4-14

process of intense reaction, 4-13 to 4-14

1-2 leads to
